Meeting House Inn and Restaurant, Henniker, NH

Located in the beautiful Contoocook Valley of New Hampshire, the Meeting House Inn and Restaurant offers a blend of charming, well appointed guest rooms and an upscale, 50 seat restaurant that caters to those wishing a culinary experience.  This 200+ year old farmstead has been successfully run as a family business since 1982.  Situated in the college town of Henniker, home of New England College and Autodesk; a high tech software company, this location offers a diversified market base by combining a rural setting with a vibrant, small town.

Inn Profile

Located on five acres of land, this 7500 square foot inn offers six guest rooms; all with private baths and two suites, a full service licensed restaurant, and a private, self-contained two bedroom innkeeper’s quarters.  The inn also offers a hot tub/sauna facility that is rented privately.  Lovely gardens, a spring fed brook and woods surround the entrance to the inn and the restaurant.  AAA has bestowed a three star rating upon this property.

Business Analysis

The Meeting House Inn and Restaurant offers several profit centers which as separate entities, are successful on their own terms.  Each profit center allows the future innkeeper to place additional emphasis in the area of their expertise.

Lodging

When evaluating lodging, there are several criteria the industry uses to evaluate strength and sustainable viability.  They include Occupancy Rates, Average Daily Rates (ADRs), Location, Physical Layout, and Seasons.  This inn currently enjoys a year-round occupancy rate of 40%.  It is essential to note that this is done without aggressive marketing.  A large percentage of the lodging guests are repeat customers.  The ADRs are a healthy $91/room with room rates varying from as little as $65 to $115/night. 

 Each profit center is located in a separate area within the inn so that they do not interfere with each other.  The innkeeper’s quarters are on the second floor and are also isolated from the rest of the inn. 

 Henniker is an excellent location for catering to both tourists and business related clientelle.  Some of the location’s assets include Pat’s Peak for skiing, programmed activities, weddings and conferences,  New England College, the Gordon Conferences, Autodesk,nearby x-country skiing, golf, lakes, auctions and antiques, and water related activities.  The inn currently enjoys business on a year-round basis with lodging 

occupancy peaking in the summer and fall.  At the present time, lodging generates approximately 1/3 of the inn’s annual income.

Dining

Located in a 200+ year old barn, the restaurant offers candlelight dining.  All meals are prepared individually with emphasis placed upon quality and uniqueness.  The gourmet entrees are varied to satisfy the most demanding palate.  As with all good restaurants, it acts as an excellent marketing tool for filling the guest-rooms.  The restaurant/inn also caters well to special occasions, weddings, conferences and private parties.  Currently, the innkeepers offer evening dining just five nights a week; Wednesday through Sunday.  The restaurant generates approximately 2/3 of the inn’s annual gross income.

Hot Tub/Sauna

The inn has a separate 500 gallon Hot Tub and Sauna facility that is rented to either inn guests or private parties.  Although it is not marketed, this income source generated over $7000 in 1996 and 1997.

Business Options

The beauty of the Meeting House Inn and Restaurant is that it offers numerous options in which to develop the business and/or enjoy the lifestyle of innkeeping in a cozy, New England community.  

In its current state, innkeepers Bill and June Davis have enjoyed 18 years of catering to their guests.  These congenial hosts have placed quality of life issues on a par with the bottom line.  They have wonderfully balanced the demands of a full service inn while developing time for their own lives and interests.  The future innkeepers have the option to redefine this balance towards their personal goals.  The following are several examples of taking the business in new directions.

Lodging Emphasis

With five acres of land, a robust ADR, and an occupancy rate of 40%, one could easily and profitably enlarge the inn.  As with the industrial norm for innkeeping, lodging is the most profitable and least labor-intensive segment of a full service inn.  On average each guest-room generates approximately $12,000 annually.  With an additional four to six  guest-rooms, room revenues would increase to $100-$140,000/year with a Net Operating Income (NOI) of $50-$75,000.  Not only would this make the inn more profitable but would increase the value of the business via NOI by $200-$300,000.  Since the inn and restaurant caters to high-end clientelle, it is suggested that each new room be upscale with large beds, gas fireplaces, and jacuzzis.  Suggested ADRs would be $125.

With the current capacity desired by the innkeepers, one full time employee maintains the responsibility of cleaning the inn rooms and restaurant.  The innkeepers do prepare a wonderful, home-baked breakfast that is served in a picnic basket and brought to each guest-room.  

If the prospective buyer wishes to grow the business, it is suggested to place additional emphasis upon improving lodging income.   With this in mind, leasing the restaurant also becomes an option and generates an additional revenue source without its burden.  Please talk with the broker to review various scenarios in which a lease has worked successfully and profitably within the industry.

Restaurant Emphasis

The innkeepers have chosen to open for dining just five evenings per week; Wednesday through Sunday.  Through out the year, the demand for this facility is well beyond that including area wide catering and brunches which they have declined doing.  Several other options for growth include dining seven nights a week, weekend breakfasts and lunches for the skiing crowd at nearby Pat’s Peak, earlier and less expensive dining from 5-6:30 PM, and lounge expansion and emphasis. It is also suggested that the restaurant provide packaging options.  Currently the inn’s lodging is for B&B only.  One could also offer MAP.

It is important to repeat that the lodging segment requires minimal effort from the innkeeper.  Except for breakfast, all tasks are done by the one full-time employee.  This allows the innkeeper greater time and energy to focus on dining.  

To emphasize again, the inn is not aggressively marketed, based upon the current innkeepers’ goals.  The industrial norm for marketing expense is between 4-7% of gross income allocated towards marketing.  For this inn that amount is just 1-2%.  Well-focused marketing will enhance both lodging and dining revenue, as desired.

Hot Tub/Sauna

Currently, this facility is available only by reservation and additional cost.  The innkeepers believe with even modest efforts, this facility could generate annual gross sales of $10-$12,000.  It is suggested that this become an additional packaging option for inn guests.  Packages combining dining and lodging could be a venue to increase profits without further advertising.

Lifestyle Emphasis

Bill and June Davis are rare innkeepers in that they have discovered that delicate balance between a vibrant inn and a lifestyle of their choosing.  They live comfortably with the inn’s present income.  For those innkeepers placing quality of life issues above financial  concerns, this is a unique property that offers balance.

Innkeeper’s Quarters

The Meeting House Inn and Restaurant has innkeeper’s quarters that are well above the norm in the industry.  Offering 925 square feet, this living space offers two bedrooms, a private bath, living room and private kitchen.  Alternative uses for this large area are numerous; from additional guest-rooms to an intimate conference area.

Determining Fair Market Price

The Meeting House Inn and Restaurant is priced at $549,000.  When evaluating a property of this size and income, a commercial approach to determine value is often used.  This applies a heavy bias towards the Income Approach and Capitalization Rates.  This property generates excellent income, additionally, other factors come into play that influence value.  Any turnkey operation is perceived as being complete.  This property, however, is above and beyond the norm.  Considerable capital investment has been made to improve the physical plant to the point where little of the facility requires attention.  The following items have been recently upgraded; the roof, siding, windows, interior cosmetics, septic system, and furnishings.  The asking price is less than three times gross income and the NOI will support considerable debt service.  On a side note, for qualified buyers, the innkeepers will consider some primary financing.

General Comments

A very commonly asked question from potential buyers is why are the innkeepers selling.  After 18 years, Bill and June feel it is time to move on with their lives.  Being 72 years young, they wish to pursue what their corporate name states; a new PHASE in their lives including traveling, and perhaps a new business venture.

Besides enlarging the lodging segment, it is also suggested to further develop the common area.  This space is an intimate place for guests to meet other guests.  In its current state, the common room doesn’t facilitate social contact.  Enlargement could be multipurpose.  Expanding the area for guests would serve as a gathering space for small groups and special events, or a common breakfast location.              

Marketing revenue and attention should be increased.  In particular, the inn is wonderfully setup for small business/conference groups.  This is an excellent mid-week marketing opportunity that could be pursued.   Secondly, the electricity high due to several electric hot water heaters.  There is propane on the property and can easily be adopted.  Finally, there is considerable staff utilized especially in the restaurant to assist the innkeeper at age 72.  By taking on additional tasks, a younger owner’s overhead expense would drop considerably.

Summary

The Meeting House Inn and Restaurant is a well-recognized name with an excellent reputation.  This wonderful inn offers numerous options for growth and lifestyle.  For qualified buyers, we will gladly show you the inn, tour the local community, and share the financials.
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